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103,940 Tops Member Drive Goal 


WENTY-EIGHT leagues exceed 
their quotas, and reports are still 
rolling up new records. 

Maryland takes over first place with 
413% of quota, and Kentucky in sec- 
ond place with 377%. Twenty-nine 
leagues have exceeded their quotas. 
This is the second time the drive quota 
was reached since the annual mem- 
bership drive plan was started in 1943. 
We passed the previous record of 101,- 
092 by nearly 3,000 and the final report 
will not be complete until next month. 

Fifty-one leagues reported in this 
drive compared to 29 at this time in 
the last drive. In the last drive 29 
credit unions reported 41,041 new 
members. The same 29 credit unions 
have reported 48,949 new members in 
this drive. Eleven of the 29 have re- 
ported less of which three have made 
no report. 


Per 
cent 
Members of 
Reported Quota Quota 
Maryland 1,652 400 413% 
Kentucky 3,769 1,000 377% 
Mississippi 160 50 320% 
California 13,368 4,400 304% 
Arkansas 285 100 285% 
Arizona 142 50 284% 
Michigan 7,874 3,300 239% 
South Dakota 338 150 % 


Maine 525 210% 
South Carolina 207 100 207% 
Missouri 6,616 3,500 189% 
Wisconsin 6,914 3,700 187% 
Oklahoma 1,300 700 186% 
Illinois 18,795 10,900 172% 
British Columbia 3,215 2,000 161% 
Texas 5,350 3,400 157% 
Rhode Island 609 400 152% 

Utah 583 400 146% 
Alabama 711 500 142% 
Georgia 1,519 1,100 138% 
Colorado 1,235 900 137% 
Nebraska 527 400 132% 
Kansas 1,969 1,300 128% 
Washington 1,284 1,000 128% 
Oregon 754 600 126% 
Tennessee 1,256 1,000 126% 
Vermont 124 100 124% 
Virginia 1,083 900 120% 
Minnesota 2,672 2,600 103% 
Manitoba 643 800 80% 
Ontario 2,708 3,500 11% 
Wyoming 73 100 73% 
New York 5,581 7,800 12% 
Connecticut 1,195 1,900 % 
Idaho 110 200 55% 
New Hampshire 49 100 49% 
Pennsylvania 3,796 7,700 49% 
North Carolina 900 2,200 41% 
Massachusetts 1,481 3,700 40% 
Montana 79 200 39% 
Nevada 19 50 % 
Prince Edward Is. 108 300 % 
West Virginia 176 500 35% 
Indiana 850 3,300 26% 
New Jersey 450 1,800 25% 
North Dakota 150 600 25% 
Louisiana 292 1,300 22% 
Delaware 21 100 21% 
Saskatchewan 250 1,500 17% 
New Brunswick 19 500 4% 
Quebec 115 2,900 4% 





Take A Beating 


“I’> LIKE that loan tomorrow'’— 
“where’s my passbook?”—“I told you 

"“Can I have that cheque this 
afternoon?”—“You said . . .”"—“Is that 
all the dividend I get?”—“I know 
you're busy, but...” If you are an 
officer you have heard all these and 
thousands more. If you are a good 
officer you lead with your chin and 
absorb all the punishment without a 
retaliatory blow. 

The watchword of your credit union 
s “Service.” You cannot give service 
with a chip on your shoulder. Many 
of the members’ demands are thought- 
less and unreasonable, but an officer 
must do his utmost to give cheerful 
service for its own sake. Self-control 
comes automatically to those whose 
whole purpose is devoted to the giving 
of service, for such a one subordinates 
himself, his pride and his personal 
antagonisms to the single motivating 
force of his office—service. 

Good officers, by their psychological 
make-up fall into two distinct classes. 
They are like two oil trucks one of 
which is dragging a chain. The one 
absorbs an ever increasing charge of 
static electricity until it becomes dan- 
gerous. The other quietly, constantly 
and without any fuss, dissipates its 
charge as it goes along. If you are the 
storage type, for the sake of your 


2 


credit union, you should refuse office 
periodically in order that your over- 
charge of static dan dissipate itself 
without causing an explosion within 
your credit union. If you are the other 
type, keep an eye on that chain and 
see that it is not wearing short. The 
danger of a sudden and violent ex- 
plosion, from a totally unsuspected 
source, might do irreparable damage. 


And remember, member—this is 
your credit union. Look after your 
trucks. Don’t try them too hard.— 
THE BuGcLe. 


The Best Way 


Out oF A LONG, painful experience, 
Abraham Lincoln wrote five sentences 
which all of us would do well to study: 


“Tf I tried to read, much less answer, 
all the criticisms made of me and all 
the attacks leveled against me, this 
office would be closed for all other 
business. 


“TI do the best I know how, the very 
best I can. I mean to keep on doing 
this down to the very end. 

“If the end brings me out all wrong, 
then ten angels swearing I had been 
right would make no difference. 

“If the end brings me out all right, 
then what is said against me now will 
not amount to anything.”—CHarTTer, 
by Straus Printing Company. 


Budge 
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The Cuna Mutual Insurance Society Board of Directors: Thomas M. 
Molloy: John L. Moore: Moses C. Davis; Harry C. Lash (Treasurer); 
William W. Pratt (vice-president); Joseph S. DeRamus (president); 
Gurden P. Farr (secretary); Harold Moses: Leonard Mitchell; William 
Reid. 





Leonard R. Nixon presents a $100 Savings Bond to Cy Watson the 
winner of the individual organization award of Cuna,. 





The Cuna Supply Cooperative Board of Directors: B. B. Humphries; 
J. J. Bammerlin; E. J. Christoph (president); Karl S. Little: J. D. Nel- 
son MacDonald; John Suominen; W. O. Knight, Jr. (treasurer); M. 
A. Pottiger (secretary); and T. J. Kelleher (vice-president). 


=> 
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Canada Presents Canadian Flag to Cuna—lIn the presentation re- 
marks Cy Watson said, “I hope and pray that the credit union 
movement on the North American continent will, for hundreds of 
years to come. be the leader in preserving the policy and true 
spirit of friendship which exists between the United States and 
Canada today, Let us always, for the sake of our children, and 
our children’s children, abolish from our minds any thought that 
a boundary line ever did, or ever will exist between our two 
countries. May it be God's will that for the sake of all peoples of 
League Organization Award Goes To Vermont—Leonard R. Nixon the world today the friendship and good neighborliness of our 
presents the Plaque to Robert Rosegrant, the attending delegate two countries, and the philosophy of our credit union movement, 
from the Vermont Credit Union League. sall become a symbol to inspire world peace.” 








Se Rc AR pt 


al Sia 


& 


Be i th OD ein abies... * seilgaale silliadaiate ‘ 
. ss . asineaild o Pe, 
; ie on a =. iene 
on aol . 
7 eee 
“s 


low th the time to butlit 
> Wink = 


i 


onteite: Eek, nome, tatalemiccs Gaea ne mete 


A p 
art hw > psy 


ta 


»! 
—_ 
& 
j 





: The above is a picture of the members of the National Association of Managing-Directors attending a seven day conference preceding 
the meetings of Cuna. Sitting are Elizabeth Lynch, Henry Peterson, George Tinnes, Richard Archer, Albert Marble, Agnes Gartland. 
William Pratt. Standing are Merrill Bloomquist, James Barry. Robert Kloss, Jack Burns, Arthur McCall, Sidney Stahl, Joseph DeRamus, 
Frank Miller, Herbert Vetter, Fabian Monroe, John Harper, Clarence Murphy, James Hamilton, Ralph Bendel, John Hillerson, James 
DeLay, Clarence Oldham, Walter Vandenburgh, and Edgar Fontaine, 
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Gurden P. Farr. president of the Credit Union 
National Association 


\HE National Board re-elected 
Gurden P. Farr as_ president 
without opposition and W. A. 
Dunkin as secretary and William P. 
Mallard as treasurer in contested elec- 
tions. Two new vice-presidents were 
H. M. Cawley from the West- 
ern District, and Jack Burns from the 
Canadian Districts. Re-elected vice- 
presidents were L. R. Nixon from the 
Northeastern District, George D. 
Partlett from the Eastern District, 
Harold Moses from the Southern Dis- 
trict; Marion F. Gregory from the 
Central District, and John Eidam from 
the Midwest District. 


elected 


FROM THE MANAGING-DIRECTOR’S REPORT 

Five hundred forty-nine new credit 
unions were formed during the past 
year. The final total was 11,546 at the 
end of February, 1948, as compared 
to 11,603 a year ago. Ninety-two credit 
unions were organized during March, 
1948, and 117 in April. 

League membership increased from 
7,473 credit unions to 7,832. Loan vol- 
umes in the United States increased 
from $190 million to $275 million dur- 
ing the past year. 

The membership drive reports 
indicate greater participation by 
Leagues and credit unions, and the 
quota of 100,000 will likely be 
exceeded. 

Tue Brivce subscriptions have in- 
creased 4% over last year, bringing 
the subscription total to 21,462. 

Bond coverage through CUNA 
Insurance Research Division increased 
$4 million the past year or 22%. 
Coverage in force February 29, 1948, 
was $22 million. 


President Farr Re-elected 


The National Board designated October as Credit Union 
Month and authorized building Filene House 


The CUNA Retirement Saving Fund 
is increasing about $2,000 monthly. 
Eleven employers are participating in 
the plan including CUNA and affili- 
ates, four leagues and four credit 
unions. Assets of the fund as of Feb- 
ruary 29, 1948, were $73,265. 


October Credit Union Month 


The Board of Directors of the Credit 
Union National Association voted to 
designate the month of October begin- 
ning 1948 as Crepir UNION MOownrTu. 
The CUNA POP (Public Relations, 
Organization, and Publicity) program 
will be launched in this month. The 
specific day has not yet been deter- 
mined. The POP Program is designed 
to further acquaint our leaders of 
business, agriculture, labor, religion, 
and government with the social and 
economic possibilities of the credit 
union idea. 

It will accelerate the organization 
of credit unions. It will develop mod- 
ern techniques for acquainting pres- 
ent members of‘credit unions with the 
tremendous potentialities of their 
credit unions. It will publicize the 
credit union in the community, in the 





Invocation 
Given at 1948 Cuna Annual Meeting 


OUR FATHER GOD, we thank THEE 
for this movement that has made 
possible a fuller life for so many 
people in this country and through- 
out the world. 

We thank THEE that it has freed 
many from slavery to debt. 

We thank THEE that it has worked 
to strengthen the foundations of 
democracy by helping people to con- 
trol their own destiny. 

We thank THEE further for the 
way it has served to deviop personal 
integrity. 

We pray THEE thot it may grow 
in membership, in economic strength, 
and in participation by its members. 

That its leadership may continue 
to increase in competence and in un- 
selfish devotion to the common wel- 
fare. 

May the deliberations of these 
days aid in the strengthening of this 
movement and in the furtherance of 
democracy and justice.—AMEN. 

—Rev. George L. Collins 











state and province, and throughout 
the North American continent so that 
the credit union will become more 
fully accepted as an important part of 
our way of life. 

On a day in October yet to be deter- 
mined and to be known as CREDIT 
Union Day, it is proposed to hold 
dinners in each chapter area through- 
out the United States and Canada in 
celebration of our centennial. 


FILENE MEMORIAL 

The “Go Ahead” with Filene Memo- 
riol Building was voted by the Na- 
tional Directors. The decision followed 
debate on high costs, probable reduc- 
tions not in sight, needs for room, 
scarcity of available space. The final 
vote was to proceed on the recommen- 
dation of the Building committee. 


NATIONAL Boarp ACTIONS 
Approved a budget of $140,500. 
Voted a pension of $2,500 per year 

to Roy F. Bergengren. 

Increased the dues schedule begin- 
ning in 1949 from 6 to 6% cents per 
member and maximum dues from 
$7,000 to $7,500. 

Recommended the rules of the 
Volunteer Organizers Contest be 
amended. 

Increased the representation of Na- 
tional Directors to a director for each 
20,000 members and major fraction 
thereof. 


Cuna Mutual Insurance Society 
The representatives of the policy- 





Joseph S. DeRamus, re-elected as pres- 
ident of Cuna Mutual Insurance So- 
ciety. 
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holders re-elected to the Board of 
Directors are John L. Moore from 
California, William W. Pratt from 


Pennsylvania, and Gurden P. Farr 
from Michigan. Leonard Mitchell of 
Toronto, Ontario, is a new member 
elected to the Board.: Joseph S. De- 


Ramus was re-named president, Wil- 


liam W. Pratt as _ vice-president, 
Gurden P. Farr as secretary, and 
Harry C. Lash as treasurer of the 


society. Retiring from the Board was 
Edward Shanney. Mr. Shanney has 
served as a member of the Board 
since the organization of the society 
in 1935, and served as a credit union 
officer for more than 30 years. 


THE PRESIDENT REPORTS 

Mr. DeRamus reported many ad- 
vancements made by the society dur- 
ing the year. 

Life Savings contracts now provide 
immediate coverage on savings de- 
posited in credit unions. 

A department of research was pro- 
vided and direct mail counseling serv- 
ice on individual life insurance is 
operating. 





Elmer J. Christoph, the newly elected 
president of Cuna Supply Cooperative. 


Hospitalization insurance has been 
studied and a progress report made 
to the board of directors. 

The solvency of the society was 
shown in the ratio of $159.09 of assets 
per $100 of liabilities in comparison to 
$109 assets per $100 of liability in the 
15 largest life insurance companies in 
the United States. 

The low ratio of expense was shown 
in that 88c of each premium dollar 
is returned to the policy holder in the 
form of claims, dividends or reserves. 

Two field representatives were 
added during the year—J. Orin Shipe 
of Madison and Hasell Hood of New 
Orleans. 
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The Credit Union National Association Board of Directors in session. 


Over 33,000 widows, children, and 
co-makers of deceased and disabled 
credit union members have been re- 
lieved of over $5 million in obligations 
through CUNA Mutual Insurance 
Society protection. 


. ACTION OF POLICYHOLDERS 


The amendments to the Articles of 
Incorporation and By-laws’ were 
passed. The policy holders voted a 


recommendation to the Board of 
Directors that area meetings be 
continued. 


Cuna Supply Cooperative 

Elmer Christoph was elected as the 
new president of CUNA Supply Co- 
operative on the retirement of Karl 
S. Little. Mr. Little served as presi- 
dent since 1942. Thomas Kelleher, Jr., 
was elected vice-president, Mattis A. 
Pottiger as secretary, and William A. 
Knight, Jr., as treasurer. Also, Elmer 
Christoph, John Suouminen, and 
Mattis Pottiger were named to the 
Administrative Committee. 


FROM THE MANAGING-DrIreEcTOR’S REPORT 

Sales increased 23% the past year, 
reaching $185,000 total sales. 

The warehouse annex was occupied 
in July, 1947. 

Howard Custer was appointed the 
Director of Publications. 

W.S. Buchanan was made assistant 
manager to Mr. Beales, and Melvin 
Brussow as foreman. 

CUNA Supply Cooperative now has 
16 employees as compared to 13 a 
year ago. 

DECISIONS OF DELEGATES 

The Board of Directors were au- 
thorized to take appropriate action to 
meet the commitments of CUNA Sup- 
ply Cooperative in the building of 
Filene House. 

The sale of a portion of the property 
on East Washington was approved. 

The position of assistant-secretary 
and assistant-treasurer were author- 
ized with specific duties assigned to 
the positions. 

The delegates voted a 4% dividend 
on the sales of the past year. 





The Cuna Staffi—Hasell Hood, Clifford Skorstad, Gordon Smith, Vaughn Liscum, Henry 
Timme, Orrin Shipe, Ruth Ryan, John Colby, Thomas Doig, Hubert Rhodes, Charles Eikel, 
Ir.. Bert Beales, Orchard Edgerton, and Howard Custer. 





Give Us Dynamic Faith and Team 


NYONE who knows even a little 
about the credit union story 
that has been written must 

have a profound respect and admira- 
tion for the leadership and teamwork 
that has made this wonderful develop- 
ment possible 

There may have been a time when 
credit union leaders differed sharply 
about the principles that make for 
credit union success but today there 
is substantial agreement on the funda- 
mental factors. We are privileged in 
our Washington Office to see the thou- 
sands of reports that come in from all 
over the country telling the story of 
what had happened in 1947. These 
reports quickly indicated a general 
pattern with respect to growth and 
progress. Roughly two out of five 
credit unions stood out as the leaders. 
These two out of five—forty percent- 
were making outstanding progress— 
enough progress to bring the general 
average increase in assets up to 21.4 
percent. It is obvious that this group 
of forty percent had made gains con- 
siderably over 21.4 percent in order to 
carry the general average up to that 
rate. 


Leadership That Builds 

Successful credit union operation is 
somewhat of an art. That does not 
mean that it requires leadership with 
high educational or technical qualifi- 
cations, but it does require leadership 
with certain ingredients. Let’s think 
together about these qualities that 
seem to be so important. First it is 
necessary that we recognize the need 
for the kind of service that a credit 
union is designed to give. It is ele- 
mentary that to lead effectively in a 
credit union one must appreciate the 
value of thrift. In this country of free 
enterprise the individual has great op- 
portunities, but he must learn to build 
some reserves for himself and develop 
a sense of economic security. The 
average person must do this by saving 
something out of his current income. 
Besides building a degree of financial 
security it helps to give us all a greater 
stake in the economic system in this 
country. Most important of all, how- 
ever, it builds character and self- 
confidence. 

In order to lead well in a credit 
union we must also understand and 
appreciate the value of consumer 


Work 


by J. E. Blomgren 





Joseph E. Blomgren of the Federal 
Credit Union Section, Washington, D.C. 


credit—that it is a constructive force 
when used intelligently. Tom Doig, 
in the last issue of THe Bripce, pre- 
sented the basic value of consumer 
credit so well that I'm going to quote 
briefly. “Low-cost consumer credit 
provides the tremendous purchasing 
power which makes mass-production 
possible. Low-cost consumer credit 
through providing purchasing power 
establishes a demand for labor which 
produces additional wealth. Low-cost 
consumer credit properly utilized 
makes available to a majority of the 
people the necessities as well as some 
of the luxuries of life. Low-cost con- 
sumer credit lifts the standard of liv- 
ing of the great majority of people and 
makes the world a better place in 
which to live.” 

You will observe that emphasis is 
placed on low-cost consumer credit. 
This is very important to the man of 
small means. High-cost credit is a 
drain on his resources and reduces 
purchasing power. 


Extent of Belief 

Second, it is necessary that we 
understand how a credit union is able 
to meet these needs as effectively or 
more effectively than any other thrift 
and loan institution. We must believe 
in the credit union plan. The extent 
of our faith in the credit union idea— 
it’s effectiveness in promoting thrift, 
it’s constructive value in consumer 
credit, it’s power to build good habits 


in money management, and it’s useful- 
ness in teaching the lesson of mutual 
aid which is basic to all progress—the 
extent to which we believe that the 
credit union will do these things will 
determine how well we can lead others 
to the realization of these fundamental 
objectives. I think it is obvious to 
most of us that a credit union succeeds 
not so much because of the profit and 
loss experience but because of what is 
in the hearts of its leaders and its 
members. 
“What one approves, another scorns 
And thus his nature, each discloses; 
You find the rosebush full of thorns, 
I found the thornbush full of roses.” 


You have to believe—believe in 
credit union objectives and that peo- 
ple are fundamentally honest if given 
the proper chance to demonstrate it. 
The thing that brings us through is our 
convictions—the things we believe in. 
When we are not sure what we be- 
lieve in we get confused and our minds 
are fogged. What we need most is not 
faith in things, but faith in people and 
principles. 


The Time Element 

Third, we must have leaders who 
are willing to give of their time and 
energy unselfishly to implement the 
machinery provided by the credit 
unions. Without an appreciation of 
the ideals involved in the service 
motive other qualifications will avail 
us little. The greatest rewards in this 
work come from the satisfactions 
gained in giving service. 

The willingness to give must be 
coupled with a determination to get 
results. This means a continuous drive 
for membership understanding and 
participation and the development of 
more and more efficient and effective 
methods of operation. The policies and 
practices must not only be right they 
must seem right to the members. The 
credit union must be constantly sold to 
the members and potential members. 
Few credit unions have been organized 
without being sold by someone. No 
credit union has been successful with- 
out being sold by its leaders. 


Beyond Your Credit Union 
Most of us agree that cooperation 
and mutual aid is fundamental in 
credit union operation, but some have 
been slow to realize that this team- 
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work must also be made effective on a 
state-wide and nation-wide basis. The 
credit union official who doesn’t realize 
that, has missed something very vital 
in this great adventure of cooperative 
self-help. How else can the move- 
ment be carried to other groups effec- 
tively, how can we gain the benefit of 
the experience of others, how can we 
improve and protect the instrument 
that can serve so well to achieve the 
objectives of thrift and constructive 
consumer credit. The whole plan is 
built on organized cooperative effort. 
In our work as a supervising agency 
we constantly observe the value that 
comes from activities of the organized 
credit union movement. 


One day a short time ago we 
analyzed the annual reports of 80 
credit unions in the area served by one 
of the Leagues. First these reports 
were separated into two groups. In 
one group was placed those reports 
which showed a greater than average 
growth in 1947. In the other group 
were placed the other reports—those 
showing less than average growth. 
Then each of these two groups were 
separated as to League members and 
non-members. I wasn’t surprised to 
find that 61 percent of the League 
members had made better than aver- 
age progress during 1947. In the group 
containing the reports of non-mem- 
bers, only 33 percent were among 
those which had made better than 
average progress. These facts speak 
for themselves but we might assume 
that credit unions that are alive to 
their opportunities and cooperative 
principles are more likely to join up 
with other credit unions in the move- 
ment. In turn they gain from this 
affiliation and further increase their 
effectiveness. 


On a High Plain 


Without the motive of service and 
the willingness to give unselfishly of 
time and energy, the movement would 
soon lose its vitality and usefulness. 
It is one of the highest tributes we can 
pay to the leaders of yesterday and to- 
day that we can honestly say that 
these ideals have been firmly estab- 
lished and are still guiding the large 
majority of credit unions. To keep 
these high ideals before us is one of 
the important functions of the organ- 
ized movement and I feel that it is a 
job that we in the supervising agencies 
can and must support. In this con- 
nection I was very much impressed 
with a statement made by Mr. Old- 
ham, Managing Director of the Indiana 
Credit Union League in the April issue 
of his League publication. Here is 
what he said: “As I have discussed 
progress within several groups (mean- 
ing credit unions), I have found the 
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thing needed most is a renewed con- 
cept of the fundamental purposes as 
given in the law or by-laws under 
which the credit unions operate. Most 
groups need to be more courageous in 
meeting the needs of the individual 
member and giving him a deeper sense 
of his own worthiness. The credit 
union must inspire men to be honest 
and honorable in their dealing with 
their fellow man.” 


Constructive Supervision 


Most credit union people, I believe, 
are agreed that good supervision is an 
essential safeguard for credit unions 
and can be a very constructive instru- 
ment in building more _ successful 
credit unions. During the last several 
years we feel that substantial progress 
has been made in our approach to 
Federal credit union supervision. This 
job naturally falls into two parts. 
First there is the fact-finding ex- 
amination of the affairs of the credit 
union as a basis for corrective meas- 
ures and helpful advise. We feel that 
our greatest contribution to the de- 
velopment of the credit union comes 
after the fact-finding is finished and 
the examiner sits down with the offi- 
cials of the credit union to figure out 
ways and means by which they can 
build a more useful credit union. To 
the extent that we can be instrumental 
in inspiring the credit union’s officials 
to exercise courageous and efficient 
management, will we be really suc- 
cessful in building the credit union 
and protecting the interest of the 
members. The credit union that serves 
the members well will have the best 
chance to be strong financially. 

With the normal turnover in per- 
sonnel of credit union officials there is 
a danger that the high ideals of the 
movement will become diluted unless 
efforts are made to keep these ideals 
before our people. Many of the lead- 
ers in the movement are becoming 
conscious of the need for schools or 
institutes in which the principles and 
effective techniques of credit union 
operation can be discussed and de- 
veloped. This is a field that should be 
sponsored by the organized credit 
union movement. We in the super- 
vising agencies can team up with you 
in this task, however, and we hope this 
kind of a program can be developed 
before long. 


Recognized Plan 


Although the setting today gives the 
impression of hope and confidence, I 
am sure that most of you in your 
hearts are deeply concerned about the 
unsettled and troubled state of affairs 
in the world generally today. Condi- 
tions in the world are obviously very 
confused. Many of us probably be- 
lieved that when the war was over the 


debris could be quickly cleared away 
and we would then have a brave new 
world with all of our fondest dreams 
come true. We have come to realize, 
however, that more serious than the 
material things that were destroyed is 
the damage done to the spirit of man. 
Civilization is built upon faith, hope 
and self-confidence. The tragic fact 
is that these forces for good are prac- 
tically non-existent in the hearts and 
minds of many people in the world 
today. It will take a long time to re- 
store and rebuild the spirit and the 
character of these people. 


Fortunately we have in the credit 
union one instrument that builds and 
supports these forces for good—faith 
in the simple honesty of people, hope 
for greater economic security, courage 
to face the problems of the future, and 
self-confidence in our ability to help 
ourselves while cooperating unselfishly 
with our fellowman. 

The credit union idea is accepted by 
all segments of our society now—by 
industry and labor, by religious and 
fraternal groups, by the farmer and 
the white-collar worker—it is recog- 
nized and praised by the state govern- 
ments and the Federal Government. 


Achievements Stack Up 


Many of the leading candidates for 
president have expressed a strong be- 
lief in the value and effectiveness of 
credit unions. Without giving his 
name I'd like to quote from a state- 
ment recently made by one of these 
national leaders; this is what he said: 


“The work of the credit union is one 
of the practical applications of the 
ideals that we should strive for in the 
post war world. The idea of working 
out our own destinies by ourselves, 
where possible, is something that must 
commend itself to all of us. The spirit 
of mutual understanding and faith in 
each other, so essential in credit union 
operation, may well prove helpful in 
the solution of national economic 
problems.” 


Greater opportunities lie before us 
as credit union people—the door is 
wide open—but it takes leaders with 
faith and determination to carry this 
program to the people. It’s that kind 
of a thing. Most good things are 
achieved only through the application 
of unselfish efforts and high regard for 
the interest of our fellowman. 
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Gurden P, Farr, president of the Credit 
Union National Association, is presid- 
ing at the 1948 meeting of the National 
Directors. Arthur Dunkin the secretary 
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managing-director is to the right. 














For Every American Family: 
_A New Budget Plan To Beat High Prices | 


Copyright, 1948, by Esquire, Inc., Cor- 
onet Building, Chicago 1, Ill. (Coronet, 
April, 1948) 


N New York, a_ well-dressed 
| woman called on the personal- 

finance adviser at her bank. She 
said that despite her husband’s income 
of $18,000 a year, they had no money 
for “fun.” 

In a Chicago divorce case, the wife 
testified that her husband was so 
obsessed with saving money for old 
age that they lacked even the neces- 
sities of life. 

A Hollywood actor with an income 
of $100,000 a year went bankrupt. He 
had only $3,000 in assets to meet liabil- 
ities of $50,000. 

A seven-year-old Philadelphia boy 
ran away from home. His reason: 
Because “mother and daddy fight 
about money all the time.” 

Perhaps these are extreme cases, but 
they all add up to the same thing—the 
crucial problem of spending our 
money. You may be a success at 
earning money yet a dismal failure at 
spending it. And the question is not 
always how much—it’s just as likely 
to be plain “how.” That is why so 
many million American families have 
turned to that drastic expedient known 
as budgeting. 

We have tried it, too. Periodically 
we have looked at the sad state of our 
finances, sighed with resignation and 
sat down for an all-out struggle with 
figures, receipts and bills. Paring here 
and slicing there, we have set forth to 
live on a budget—the kind where you 
think percentage-wise: so much of 
your income for food, so much for 


clothing. And that is where our 
troubles really began. 
A few weeks of bookkeeping, 


penny-counting and trying to fit our 
lives to a formula worked out by some 
financial wizard just made us miser- 
able. Furthermore, we didn’t seem to 
be getting any more of the good things 
of life from our money. So we came 
to a final conclusion. 

Maybe budgets are wonderful things. 
Maybe all thrifty, upright citizens 
should have them. But not us. De- 
liver us from budgets! 

Was there something wrong with us 
—or with the whole budget idea? To 
find out, we embarked on a search for 
information that took us to the men 
and women who have helped hundreds 
of thousands of people plan a personal 
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money-management program. They 
are the financial advisers at banks, in- 
surance companies and social agencies. 
These men and wamen have seen 
homes wrecked by battles over spend- 
ing; they have seen other homes 
threatened by today’s struggle with 
rising prices. 

We talked to dozens of them in vari- 
ous cities. We fired questions, com- 
pared notes. And the first thing we 
learned was that we had been all 
wrong about budgets. No wonder a 
budget hadn’t worked for us; and no 
wonder it wasn’t working for millions 
of other Americans. 

We took comfort in the fact that the 
experts, who should know, claim that 
99 of every 100 people they talk to 
have equally odd notions about this 
business of budgeting. 

The truth is that most of us have 
been following budgeting rules that 
are hopelessly out of date. The new 
methods of organizing your finances 
kick a lot of old notions out the win- 
dow. If, like us, you hold to four 
common misconceptions about bud- 
gets, you must forget them before you 
can approach budgeting the new, sim- 
ple way. 

1. A budget is not bookkeeping. 
Mrs. Jones came to the bank, proudly 
bearing a bookkeeper’s ledger repre- 
senting a year’s expenditures. “I’ve 
kept a record of every penny,” she told 
the budget adviser. Entered in neat 


script were such items as “postage, 
three cents—phone call, five cents.” 
“And still we can’t save any money,” 
Mrs. Jones wailed. 
Tactfully the expert told her the 
truth: she had been wasting her time. 


A lot of people charge things 
to hard luck that should be 
charged to lack of wanting to 


work. 





She had made herself and her family 
miserable with the mistaken notion 
that budgeting means keeping a rec- 
ord of everything you spend. No, 
budgeting isn’t bookkeeping. You can 
have a beautiful, workable budget 
without any bookkeeping at all! 


2. A budget is not a system of fixed 
percentages. An earnest Chicago 
housewife told a budget expert that 
she had calculated everything scien- 
tifically. She knew the formula figures 
which said you were supposed to 
spend “x” per cent of income on hous- 
ing, “y” per cent on clothing, and so 
on. This had called for changing the 
family’s living habits, because they 
had been spending too much on hous- 
ing. They had moved, and now their 
rent was lower. But they were no 
longer happy. 


The expert explained that nobody 
could say how much you “ought” to 
spend on housing. The fixed percen- 
tage formula is a fallacy. There is 
only what you have to spend and what 
you want to spend. Every expendi- 
ture involves a choice—buy one thing 
and you can’t buy another. 


3. A budget is not pinching pennies. 
Mrs. Green was on the verge of a 
nervous breakdown when she came to 
an adviser. “When we worked out our 
budget,” she explained, “we figured 
all kinds of ways to save money. John 
agreed to cut out two packages of 
cigarettes a week. Tom, our 15-year- 
old boy, said he could get along on 
half his usual allowance.” She fol- 
lowed with a long list of deprivations, 
totaling $5 a week. But, she admitted, 
everyone in the household was un- 
happy. , 

The expert told her to drop the bud- 
get in a hurry. She had the wrong 
idea. Budgeting is not nursing nickels 
and mortifying the flesh with painful 
forms of thrift. 


4. A budget is not only for people 
with small incomes. A_ successful 
Washington physician asked his bank 
for a loan. The facts he laid before 
a financial adviser were shocking. His 
income was $24,000 a year, yet he 
“owed everybody.” 

Extravagance? He didn’t think so. 
He and his family had felt unable to 
afford a winter vacation trip. His 
teen-age daughters complained that 
they weren’t as well-dressed as other 
girls at school. The doctor was keenly 














aware that something was wrong, but 
he honestly didn’t know what. 

“Just a case of planless spending,” 
the adviser said. “What you need is 
a budget!” 

So much for the common miscon- 
ceptions about budgeting. Now you 
probably say: “Oh, what’s the use? 
Why budget when all my ideas about 
it were wrong? Even with prices go- 
ing up every day, I guess we'll manage 
to get along, somehow or other.” 

Well, don’t give up so easily. There 
is a way to solve your money prob- 
lems, whether you make $3,000 or 
$30,000 a year. It is a simple but 
realistic six-point plan for spending 
your income wisely. Thousands of 
families, threatened by rising living 
costs and inflation, have tried it. By 
following the six steps listed below, 
each based on logic and common sense, 
they have achieved new peace of mind 
and a new economic freedom. 


1. Call a family council. Include 
everyone in the family over 12 years 
old, for no matter who has previously 
been controlling the finances, you 
must now treat budgeting as a family 
affair. A patriarch or matriarch who 
guards the purse, doles out pennies 
and overseas every little purchase may 
be able to maintain family solvency, 
but usually ruins family happiness in 
the process. 

2. Consider fixed expenses. The 
truth is that you have no choice about 
most expenditures. Items like rent or 
mortgage payments, local taxes, insur- 
ance and loans must be paid. 

Total all of your fixed expenses and 
then divide by the number of pay 
checks you receive a year—52, 26, 24 
or 12. For example, if your obligations 
add up to $1,000, and you are paid 
weekly, division by 52 shows that you 
have to set aside $19.23 every payday. 

3. Plan for emergencies. Your fund 
to take care of unforseen expenditures 
should be large enough to give an 
adequate cushion—at least the equi- 
valent of one month’s earnings. Pro- 
rate it the way you did with fixed pay- 
ments. 

Assuming that your weekly pay 
check (after deduction) is $70, your 
monthly income is about $303. If you 
want an annual emergency fund of 
$300, you will have to set aside $5.77 
every payday ($300 divided by $52.) 
If this seems too much, take a longer 
period to create the fund—18 months 
or two years, if necessary. 

If, after you have reached the $300 
level, no emergency expenses have 
come up, you can use the weekly con- 
tributions for some other purpose or 
put the same amount into a savings 
account. 

4. Money left to live on. After de- 
ducting for fixed payments and the 
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emergency fund, what you have left is 
money to liveon. Out of it must come 
all food, clothing, fuel, utilities, house- 
hold supplies, laundry, domestic help, 
home repairs; all personal expenses, 
such as barber and beauty shop, clean- 
ing, gifts, allowances, medical and 
dental bills; all transportation costs, 
such as carfare, gas and oil, auto 
repairs, garage rent; all recreation 
and miscellaneous expenses, such as 
movies, concerts, newspapers, dona- 
tions and dues. 

A pretty big order, isn’t it? Well, 
let’s see how much you have left to 
cover everyday living costs. Each 
week you set aside $19.23 for fixed 
obligations and $5.77 for emergencies. 
Adding the two, you get $25, the 
amount that must go into the bank 
each week. You don’t have to keep a 
record; your deposit book shows the 
amount. 

Subtracting $25 from your weekly 
pay check of $70, you have $45 left to 
live on, and now you can do one of two 
things. Perhaps since you know you 
can always meet your bills and have 
the security of an emergency cushion, 
you will be satisfied. If so, you may 
want to take the money left to live on 
and spend it as you please, without 
knowing exactly how much goes for 
each item. If you honestly think you 
would be happier with no further 
planning, stop here. 

But those who do may find after a 
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LAUGH A LOT 


Laugh a little now and then, 
It brightens life a lot; 

You can see the funny side 
Just as well as not. 

Don't go mournfully around, 
Gloomy and forlorn; 

Try to make your fellow men 
Glad that you were born. 


Leugh a good deal, if you can, 
That is better still; 

And you'll find occasion, too, 
If you only will. 

Laughing lightens labor some, 
When you have to strive; 

Laugh and show your fellow men 
You're glad to be alive. . 


Laugh a jolly, hearty laugh 
‘Til the rafters shake; 
There is no better medicine 
You can ever take. 
Don't you care if some old grouch 
Says you make a din— 
Good men love a hearty laugh, 
And they'll join right in. 
O. S$. HOFFMAN 











while that they are not enjoying all 
the things they feel they need. There 
never seems to be enough left over to 
splurge at Christmas; the family has 
wanted a television set for months, yet 
you're not one cent closer to getting it; 
to cover seasonal costs of fuel and 
clothing, you have had to dip into the 
emergency fund. 

If you don’t want this to happen in 
your family, you had better start plan- 
ning within the framework of money 
left to live on. This is the real heart 
of your budget; this is the money you 
can control. And here’s how you do 
it: 

5. Find out where the money goes. 
Analysis will show that your expendi- 
tures fall into two groups: (1) Daily 
or regular expenses, such as food, 
household operation, minor items of 
clothing, transportation, recreation and 
so forth; (2) seasonal expenses, such 
as fuel and extra clothing. 

Let’s consider seasonal expenses 
first, because they are usually trouble- 
makers. Most of us are inclined to 
look upon such natural events as the 
coming of winter as “emergencies.” 
Yet the seasons are just as sure as 
death and taxes. So, obviously, the 
way to meet “emergencies” like winter 
is to plan for them all year. 

You spend $120 a2 year on fuel? 
Then, since you are paid 52 times a 
year, you should put aside another 
$2.30 every payday. You spend $350 
a year on major items of clothing? 
Then bank $6.73 from every pay check 
to keep your clothing fund on a pay- 
as-you-go basis. 

We have already calculated that you 
had $45 a week left to live on. Adding 
the set-asides for fuel and clothing, we 
get $9.03, and this, when deducted 
from $45, leaves the grand sum of 
$35.97. And that is the amount left 
to cover all those items listed above as 
daily or regular expenses. 

Is there some way to keep track of 
them without account sheets? Yes-— 
by setting up an observation period of 
a month or so. With a little fore- 
thought, you can anticipate much of 
what would otherwise be a bother- 
some problem. 

You know pretty well what you 
spend for lunch, cigarettes, news- 
papers, for the hundred and one 
“daily” expenses that drain your 
pocketbook. When your observation 
period is over, estimate the total for 
the year—just once—and you will 
have as good a clinical diagnosis of 
your budget as any year-long penny- 
counting could ever provide. And if 
the total shows you can’t afford cer- 
tain items, don’t blame the budget. 
That’s what you wanted to find out. 

Under the old method, all expenses 

(Continued on page 22) 











Extension Agreements 
QUESTION (FROM FLORIDA): 

Please resolve a difference of opin- 
ion concerning the use of the exten- 
sion agreement on loans. One thought 
is that it is improper to grant an ex- 
tension’ agreement which provides 
more liberal terms than could have 
been granted in the first place. This 
means that if a borrower makes a 
loan for $480 to be repaid in 24 
monthly installments of $20 each and 
later, with an unpaid balance of $240, 
the borrower finds he cannot pay, due 
to illness or some other bona fide 
cause, but $10 per month it is improper 
to grant him an extension providing 
terms which he can pay and the bor- 
rower is subjected to the embarrass- 
ment of being termed a delinquent al- 
though he is paying regularly in an 
“amount which he is able to provide. 

The other thought is that if the 
Credit Committee finds after due in- 
vestigation that the borrower is, by 
reasons unforeseen by him at the time 
the loan was made and there has been 
no original intention to forsake the 
original terms, unable to meet the 
original terms but is willing and 
anxious to pay regularly on terms 
which he can meet in his changed cir- 
cumstances that the Credit Committee 
is obligated to grant through the use 
of an extension agreement the terms 
which can and: will be met. A factor 
supporting this thought is the pro- 
cedure involved in the application and 
interpretation of Regulation W when 
it was in effect. 

Won’t you please resolve this dif- 
ference of opinion? 


ANSWER: 

Primarily the credit union was or- 
ganized in order to bring to the mem- 
ber an opportunity for credit at low 
cost. It was also organized in order 
to help that member with all of his 
credit problems. If we deny assistance 
to our members when they need it 
most, then surely we are not carrying 
out the true principle and philosophy 
of the credit union movement. 

It has been my experience that very 
few loans are repaid on the basis for 
which they were originally contract- 
ed. At the time the loan is made the 
member may feel that he is perfectly 
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What About It? 


By C. F. Etkel, Jr. 
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You are invited to submit your questions on 
any credit union problems to this department. 
You are also welcome to contribute your own 
ideas on the answers printed here. What's 
on your mind? 





capable of making repayments as stip- 
ulated in the agreement. When a loan 
is made for a period as long as 24 
months, usually something happens to 
interfere with the person’s ability to 
repay as intended. This being true, it 
is the business of the credit union 
either to refinance the loan for terms 
that are more suitable or to assist the 
member by refinancing the loan with 
additional money. 


I do not agree with the thought that 
it is improper to grant an extension 
agreement which provides more liber- 
al terms than could have been granted 
in the first instance. It is true that 
under the Federal Credit Union Act 


your loans are limited to a 24-month* 


period. There is nothing improper, 
however, about extending the period 
of time for the repayment of a loan on 
the basis of the example cited in your 
letter. 

Should we fail to acknowledge our 
responsibility as officials of credit un- 
ions which is to see that the credit 
union renders the best possible serv- 
ice to the member then the result will 
be that our people will be going to 
other lending agencies for assistance. 
I hope, therefore, that no such re- 
striction will be placed in your credit 
union. I want to cite you an instance 
of what can happen by such restric- 
tions. In one of our credit unions the 
board made a rule that no extension 
of time would be granted on a loan 
once it was made nor could it be re- 
financed and additional money ob- 
tained until 90% of the original loan 
had been paid. A member borrowed 
from its credit union one day the sum 
of $100. His payments were $8.33 a 
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month. He made four payments. One 
night his youngest child was stricken 
ill and had to be taken to the hospital. 
To save the child’s life, he naturally 
spared no expense. When it was over, 
he was in debt to the tune of some 
$800. He knew he could not borrow 
money from the credit union because 
of this restriction. He borrowed from 
a loan company. As time went on, in 
order to meet the obligations with one 
loan company it was necessary to bor- 
row from another. Eventually the 
man, in order to get out of his misery 
and to solve his problem, committed 
suicide. Because of a silly restriction, 
one of our good credit union members 
went through years of suffering and 
misery and then took his own life. 

Our suggestion is to use good com- 
mon judgment in the granting of loans 
to the members. I personally have 
refinanced my loans with credit un- 
ions on many occasions. I personally 
have requested extension agreements 
to reduce the payments that had or- 
iginally been contracted for. I see 
nothing wrong with this procedure nor 
does the credit union I do business 
with. It has been extremely helpful 
to me, however, to know that I haye 
a friendly, convenient and sympathetic 
place where I can solve my credit 
problems. 


Disability Coverage 
QUESTION (FROM ONTARIO): 


My credit union carries Loan Pro- 
tection insurance which protects the 
borrowing member in the event of 
disability or death. Now suppose a 
housewife who is a borrowing member 
becomes disabled or bedridden, just 
how does this insurance apply in a 
case of this kind? 


ANSWER: 

The Loan Protection contracts of 
the CUNA Mutual Insurance Society 
provides the same benefits for disabil- 
ity or death for a housewife as for an 
individual having employment in a 
business. If the credit union sees fit 
to grant a loan to a housewife whose 
only income is that earned by a hus- 
band, they are of course encouraging a 
very dangerous practice. It is our feel- 
ing and belief that the husband should 
be the one to incur the obligations. 
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In the event of his death, he would not 
leave an obligation to be paid by his 
family who have no source of income. 
Under the terms of the contract, how- 
ever, if the loan is made by the credit 
union to the housewife and she be- 
comes totally and permanently dis- 
abled, such total and permanent dis- 
ability must exist for a period of six 
months, and we would require a doc- 
tor’s certificate or statement which 
declares that the person will not be 
able to perform the duties of a house- 
wife. 


The Co-signer Dies 
QUESTION (FROM ONTARIO): 

What happens if the co-signer for 
a loan dies? Should we immediately 
require a new co-signer if there is still 
an amount owing on the loan? If the 
borrower has proved himself insin- 
cere, has left the community, and his 
co-signer in the meantime has died, 
should or can we collect from the 
co-signer’s estate? 


ANSWER: 


It depends entirely on how large a 
loan may be outstanding on the books 
of the credit union as to whether or 
not you would require the maker of 
the note to secure another co-maker 
in the event of the death of the origi- 
nal co-maker. It would depend, too, 
on the character of the individual to 
whom the loan was granted in the 
first place. It is our feeling and belief 
that the loan should be granted to 
the individual based first on the char- 
acter of that individual, second on his 
ability to repay the loan and third on 
what security may be offered for the 
loan if any. In answer to the second 
part of that question, if the original 
co-maker has died and the present 
borrowing member has left the com- 
munity the credit union does have 
recourse to collect from the estate of 
the co-maker. Again, however, we 
hope that you would be very sure that 
greater harm would not be done to 
the family of the deceased co-maker 
merely for the collection of the out- 
standing note. If the co-maker left 
a sufficient income to the family, and 
in most cases this is not true, then of 
course there would be no reason for 
you not to collect from the estate. On 
the other hand, before taking any 
money away from the family of the 
deceased co-maker, I would make 
every effort to see that the original 
maker of the note pays the loan. 


Loss By Overpayment 

QUESTION (FROM ONTARIO): 
Suppose the Treasurer makes a mis- 
take in writing a cheque for a larger 
amount than was requested, for in- 
stance in the case of a withdrawal, and 
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the member succeeds in getting away 
with it, does the Treasurer’s Bond 
protect him in this case or must he 
make the amount good from his own 
pocket? 7 


ANSWER: 


Should the Treasurer of the credit 
union give a member a check for more 
money than is actually in his share 
account and then is unable to collect 
this money, it would not be covered 
under the conditions and terms of 
the bond. Even if it were, however, 
the bonding company has the right to 
collect from the Treasurer. Therefore, 
it would seem that if any such mistake 
was made that the credit union should 
either absorb the amount, in their 
profit and loss or the Treasurer would 
have to pay the amount out of his 
own pocket. 


Common Bond Dissolves 
QUESTION (FROM PENNSYLVANIA): 


What would be the status of a Fed- 
eral Credit Union in event of the dis- 
solution of the sponsoring organiza- 
tion? 


ANSWER: 


In the event the sponsoring organ- 
ization of a Federal credit union dis- 
solves, the membership must have 
some common bond either of associ- 
ation, occupation or residence in order 
to carry on the credit union. If no 
such common bond exists after dis- 
solution of the sponsoring organization 
then, of course, the credit union will 
likewise be required to dissolve. 


Life Savings Coverage 
QUESTION (FROM LOUISIANA): 


I have $750 on deposit in shares in 
my credit union. We have share in- 
surance coverage. If I should deposit 
$1000 in the League Central Credit 
Union, which also has share insurance, 
would my beneficiaries or heirs col- 
lect insurance from both Credit Un- 
ions? Or, would the total insurance 
paid by CUNA be only $1000. 


ANSWER: 


Each insurable member may have 
up to $1000 Life Savings coverage in 
each credit union to which he belongs. 
If you have $750 on deposit in the 
Post Office Credit Union and in addi- 
tion have $1000 in the League Central 
Credit Union, in the event of your 
death provided, all other terms of the 
contract have been met and you were 
under age 55 at the time you made 
such deposits, the total amount of 
insurance paid by CUNA Mutual 
would be $1750. 


QUESTION (From Texas): 


Ours is a newly organized credit 
union and we are wondering about an 


economical and effective way of pub- 
licizing it so that it can get off to a 
good start. 


ANSWER: 


A very effective item which has 
been used by many credit unions is a 
mimeographed question and answer 
sheet. Sometimes these sheets are 
titled “Twenty Key Questions and 
Answers About the Credit 
Union.” Enough copies are usually 
produced to give to every potential 
member of the credit union. One of 
the advantages of this approach is 
that it gives a rather concise clear pic- 
ture of the services and benefits of the 
credit union. An important part of the 
release is a coupon so that persons 
desiring to join the credit union have 
the way spelled out for them. Some 
of the questions and answers cover 
what the credit union is, its legal 
status, how a person may join, how 
they may save in the credit union, 
how they can get a loan, what the 
interest charges are, how the ‘credit 
union member voices his control, and 
the functions of the Board of credit 
committee or the supervisory or audit- 
ing committee. Too, the safety fea- 
tures of the credit union such as the 
annual audit by the state or federal 
chartering agencies and the fact that 
the funds are disbursed by check and 
the treasurer and all persons who 
handle credit union funds are bonded 
and other advantages such as the fact 
that the loans are insured against the 
death or total and permanent disabil- 
ity of the borrower is emphasized as 
well as Life Savings Insurance if it is 
possible for the credit union to have it. 
The sheet too, usually contains the 
names of the officers, directors and 
committee members. Where the treas- 
urer is located and the hours when 
the credit union is open for business. 
-A good habit for all credit unions and 
particularly for new credit unions is 
to post every month in key spots the 
monthly financial statement of the 
credit union. This not only results in 
creating better confidence and accept- 
ance of the credit union but also shows 
the members and the potential mem- 
bers that the credit union is making 
progress and most people like to be 
connected with an organization which 
is growing. 


eee eee ewes 


Its Artful or Else 


Accorpinc to Philnews, SUBTLETY 
is the art of saying what you want to 
say and getting out of range before it 
is understood. 

And then according to the Cincin- 
nati Enquirer, PROPAGANDA is ba- 
loney so artfully disguised that it 
passes as food for thought. 
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Here are new and tried publicity 


ideas. Ideas in the mind of the mem- 
ber is the first step to his participation 
in the credit union. “Credit union 
know-how” will lead him to more op- 
portunity and happiness. 

BrIDGE suggests: 

1. that you mark and use the ideas 
which attract you. 

2. that you adapt them to conversa- 
tion, pay inserts, circulars, blotters, 
posters, and house organs. 

3. that illustrations be reproduced 
by tracing, photo-offset, or photo en- 
graving. 

4. that mats of Idea Exchange 
Features may be purchased for 30c 
each from Brince for printing uses. 
(See below). 

5. that each release contain full di- 
rections as to where and when credit 
union service is available. 

Please send copies of all your pub- 
licity material to Bripce. Your par- 
ticipation in the Idea Exchange is 
helpful to other credit unions and sin- 
cerely appreciated. _ 


Mats Available 


Mats, from which cuts for reproduc- 
tion may be economically made, are 
available for Idea Exchange features 
when so indicated beneath the feature. 
These cost 30 cents each. Orders 
should be sent, and checks made pay- 
able, to Bripce, Madison 1, Wisconsin. 


” yy 


Our Roving Reporter 


The Roving Reporter asked—‘What 
do you:like about the Credit Union?” 

E. S. Hans replied, “Two of the 
many reasons why CFGE employees 
should join their Sunkist Employees 
Federal Credit Union are: 

1. Small amounts that ordinarily 
wouldn’t be saved, because the bank 
is too far away, etc., can be banked 
without any inconvenience. 

2. Dividends on savings are higher 
than those paid by other savings in- 
stitutions.” 

J. Powell replied, “It’s valuable for 
all employees—to save and borrow. 
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Those who take advantage of the thrift 
angle will be much the richer for it at 
the year’s end.” 

R. Hertderson replied, “As treasurer, 
all business will be transacted at a new 
location . . . Room 212; new hours... 
1:00 to 1:45 p.m., Mon., Tues., Thurs., 
Friday ....—Sunkist Employees Fed- 
eral Credit Union. 


-1.€.- 


Functions of Your Credit Union 

The City Hall Credit Union is a Co- 
operative Thrift and Loan Association 
owned and operated by City and 
County Employees for their mutual 
benefits. 

The City Hall Credit Union was 
organized May 15th, 1928, with a 
membership of forty members. We 
have grown steadily during these 
twenty years to where we now have 
approximately 1,700 members and 
1,050 borrowers on our books. 

The City Hall Credit Union is in- 
corporated under the State Laws of 
Minnesota and its operation is under 
the jurisdiction of the State Banking 
Department. The books are examined 
by State Bank Examiners at regular 
intervals. 

Credit unions encourage thrift by 
providing a safe, convenient and at- 
tractive medium for the investment of 
savings of its members through the 
purchase of shares and the making of 
savings deposits. 

Credit unions eliminate usurious in- 
terest rates by providing its members 
when in need, with a source of Credit 
at Lowest Cost, which they could not 
otherwise obtain. 

Credit unions promote industry by 
enabling its members to borrow for 
all productive and other beneficial 
purposes. 

“Easy Terms” usually are not Easy. 
Your credit union enables you to bor- 
row and pay cash for your needs, 
thus saving the usually heavy carrying 
charges. Before you buy On Time, see 
what you would save by paying cash 
with a credit union loan.—City Hall 
Credit Union, Minneapolis, Minneso- 
ta. 


_ Exchange 


You Figure It Out! 

There are many ways of skinning a 
cat (or a borrower). Too many of our 
potential borrowers sharpen their pen- 
cils and sit down and. figure exactly 
what per cent of interest they must 
pay on a Credit Union loan at one per 
cent of interest per, month, or take 
some friend’s (?) word for it that it 
figures 12% or even 124%2%. They then 
go down to a reputable (?) loan com- 
pany and borrow money at 6%, 8% or 
10%, deducted in advance and pat 
themselves on the back for saving 
money. They would not stoop so low 
as to figure additional charges for in- 
vestigation, appraisal of chattel, filing 
of mortgage, or service charge or even 
bother to read the extra charges that 
are written into their contract. They 
would rather kid themselves into 
thinking they put over a good deal! 

We checked with one of the better 
loan agencies on the charges for a loan 
of $400 for 15 months. 

Fifteen payments of $32 each is $480 
or a total cost of $80. A similar loan 
with the credit union would cost 
$29.47 —O.C. Postal C.U. News. 


-1.€.- 


More Than It Seems 


All advertised interest rates seem 
low . . . Don’t just compare interest 
rates . . . compare actual cost.—Trop- 
ical Telco Federal Credit Union. 


-1.€.- 





Pan It Out 


and you better do it on payday. 
Regular savings in your credit union 
form a large nugget. 

See the treasurer often. He has 
learned many a knack to aid your 
Thrifty savings and loan efforts. 


(Mats available see column 1) 
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It’s Not Safe!! 


You cannot build the maximum 
credit and opportu.iities with money 
under the mattress. Your credit union 

is not only sound but convenient and .. 
helpful. Always see the treasurer 
for savings and loans. 


(Mats available see page 12) 
-1.€.- 


You Have Saved a Lot of Money 


The Arrow S. Credit Union does not 
have a million dollars—but we have 
more than half a million and we are 
inclined to think the father was right. 
It’s a lot of money. In addition, it 
shows that a lot has been accom- 
plished. Many people who never saved 
before have large savings accounts. 
Many people have achieved the habit 
of saving and therefore will continue 
to save. 

During 1947 the members have 
saved more than during any previous 
year. Over $100,000. It’s a record to be 
proud of; especially when most people 
are having trouble meeting current 
expenses.—THE Crepir Union Way of 
the Arrow S. Credit Union. 


-1.€.- 


1848 - 1948 — ? 
To ALL BoosTERs: 


This is not a test of mathematical 
to your attention that the one hundred 
difference represents the 100th birth- 
day of the credit union n.ovement. It 
is well and fitting when we recount 
the benefits we have received through 
the credit union, that we as leaders in 
the credit union here at The National 
Cash Register Company should exert 
a little more effort to bring the same 
benefits to The National Cash Register 
employees that are not now members 
of the credit union. 

To commemorate the credit union 
centennial, the booster organization 
decided at their meeting held in con- 
junction with the March meeting of 
the Credit Union Board of Directors, 
that a new membership drive should 
be inaugurated. 

This idea was enthusiastically ac- 
cepted by the boosters, and they set 
their goal to take in 99% or more of 
the eligible employees as members of 
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The NCR Employees’ Credit Union. 

The drive is now on and we know 
that you will want your department to 
be a member of “The 90% Or More 
Club.” Special recognition for the suc- 
cess of this drive will be made. 

Since April 1, detailed lists of all of 
the new members sent in by each of 
you have been tabulated, and will go 
to your credit in figuring the overall 
campaign. We will also credit for those 
who have signed membership cards, 
but who do not now have an account 
on our books. Our office will be ready 
at all times to render you whatever 
assistance you may need. It is my dis- 
tinct hope that I will be able to con- 
gratulate you as a member of “The 
90% Or More Club."—NCR Em- 
ployees Credit Union. 


-1.€.- 


Home Beautiful 

Modernize with a credit union loan. 
No down payment—low interest rate 
—twenty-four months to pay. 

A timely credit union loan for a re- 
pair job now may save you many dol- 
lars you would have to spend later if 
you let the job go.—The Crediteer. 


I 


Money Needed 


The ESEO needs more money. We 
can make loans only as we have money 
available for loans, and the service we 
render depends upon the amount we 
save in individual members’ accounts. 

During April the ESEO made loans 
to members of practically all the cash 
in the bank. In order to increase our 
loans we need more working capital. 

If each of 500 ESEO members would 
save an additional $5.00 each month, 
our working capital would increase 
$2,500; if they would each save an 
additional $10.00, it would increase 
$5,000; and so on. In addition your 
individual savings would increase 
more rapidly and everybody would 
benefit all along the line. 

If you are not now a member send 
in the membership card printed be- 
low to Roy Loy, ESEO Treasurer, 
Room 638 American National Build- 
ing, Oklahoma City, with a remittance 
of $5.25 or more. The twenty-five 
cents is your membership fee and the 
balance of your remittance is credited 
to your account, and a pass book show- 
ing your deposit mailed you.—Goop 
News, ESEO Credit Union publication. 
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3 MUNICIPAL CREDIT UNION 
Loan Service at Lowest Rates 


To employees of New York City; the City's five Counties; the Board of Education; the Board 
of Higher Education; the Board of Transportation; the Tri-Boro Bridge, NewYork City Tunnel 
aod New York City Parkway Authorities and employees of the State of New York employed io 
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Building, New York City or at Room 207—Broax County Court House, Bronx, New York. 


Z UP, UP,AND AWAY], 
Wake up,make your dreams ome true 
a a place on that 

Just pick outti§4 where you Y 
A Municipal Credit Union loan§*¥’will make it so 
PSNo waitingres you get it right away 
From40-%3500 with a long 
Everyone @ needs a change and a rest, 
Take a real vacation, be at your bestias By 
All work no play W you're dull as can be 
Pep up! travel by air=% land Begor sea 
—f-lowest,we'll have you know 
Look at the chart you'll find here below~ 


Costs and Monthly Repayment 


ial loans are available a Room 372— Municipal 


¢<Ship for you! 






want to go 
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timeto pay 


S\ 


Corts and Menthly Repayment of Mortgage teens 
we te $5,000. incivding Lite Insurance 
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A Union of Members 

Credit unions are definitely not an 
‘investment” union. It is a union of its 
members for the purpose of making it 
possible for them to take care of their 
own short term credit problems at 
reasonable rates, although we strongly 
emphasize “THRIFT.” 

It is a basic principle which should 
never be violated that the credit union 
seeks to make money the servant of 
man—not man the servant of money. 
In doing so it practices three simple 
rules 

(1) There should be some pre-exist- 
ing common bond of association, work 
or neighborhood, uniting the prospec- 
tive members of a credit union. 

(2) If the members of the group 
have a need to save money and if they 
have credit problems and no normal 
credit resources, and if many members 
of the group buy things on the install- 
ment plan, which they can buy more 


Idea Exchange 


members of the group need to become 
seasonal buyers in quantity of the 
things they use—then there is within 
the group a real need for a credit 
union. 

(3) That there are, within the group, 
a few of its members who will supply 
a leader and staunch supporters who 
are willing to make the sacrifice of 
time and effort necessary to guide the 
credit union in its performance of 
human service. 

As a thrift plan it is somewhat 
unique in that it is particularly inter- 
ested to serve the member of the group 
who can save the least. Percentage re- 
turn is not important. But a member 
is certainly twice as well off when he 
possesses a hundred dollars as when 
he has fifty. 

The rank and file of the adult popu- 
lation have never had a normal source 
of credit, even in the best of good 
times, available for their use in times 
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are the only source to the common 
man or woman who has the character 
and the feeling of honest dealings in 
his heart.-—Pana Crepir Union News. 


-1.€.- 





Be Happy at Work!! 


Ease the pains and build prestige 
thru your credit union savings and 
loans. 

Your treasurer is friendly, expe- 
rienced, convenient, and anxious for 
us to succeed . 


(Mats available see page 12) 
-1.€.- 


The Money To Be Lent 

Anyone whose income is at least a 

little bit over the subsistence level can, 
if he will, save his money with no help 
from anyone else. The traditional hid- 
ing places—under the mattress or 
buried in the backyard—are not the 
credit union way of saving, but we 
can’t deny that a tidy hoard can be ac- 
cumulated in this way if the hoarder 
has the necessary will power and the 
good luck to avoid fire and theft, mice 
and squirrels. 
‘ Not so with loans. A loan depends 
on someone else’s work. Borrowing 
from a friend, from a bank, from a 
legal loan company, a loan shark or a 
pawnbroker, or buying on the de- 
ferred payment or installment plan 
(which is only another form of bor- 
rowing)—every loan means work for 
someone. There are, in fact, two kinds 
of work involved. There is the work 
of earning and saving the money to be 
lent and the work of lending it, re- 
membering it (keeping records) and 
collecting. 

Loans and work, therefore, form a 
natural twosome. In a credit union 
the borrowers are also savers. Before 
they can borrow they must have 
saved at least one share, or, in the 
case of new members, be depositing 
their savings regularly as payments 
on their first share. The members who 
do not need to borrow at the moment 
are also providing funds for the bor- 
rowers by depositing their savings 
where they are safe from the depre- 
dations of nature and where they are 
being used along with the savings of 
others for the good of the whole mem- 
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bership. So savings mean work, too, 
thus creating a threesome: savings, 
work, loans. 

In this issue the emphasis has been 
placed on loans and work. We can’t 
promise when the next issue will be 
produced, but at the risk of handicap- 
ping our future Editor (you see what 
faith we have), we will undertake that 
there will be less about the dull sub- 
ject of work and more about the many 
other interesting features of the credit 
union movement and the Delphic in 
particular.—Tue DeLpuic OrAcLE, Del- 
phic Credit Union Ltd., Montreal, 
Quebec. 


-1.€.- 


It's Not Hard 

Have you ever tried to organize a 
credit union? It’s not hard. If you 
are interested or have a lead, write to 
me in care of the League Office for 
the necessary material. Each credit 
union member instrumental in organ- 
izing a credit union is eligible to 
membership in the most exclusive 
credit union organization in the world, 
the Founder’s Club. Why not become 
a member?—Tue WIsconsimn CREDIT 
Union News. 


-1.€.- 


Wise Men Say 
@ Tolerance: a suspicion that the 
other fellow might be right. 
@ The thing that keeps some men 
broke is not the wolf at the door but 
the silver fox in the window. 


@ “Don’t worry” is a better motto if 
you add the word, “others.”—Selected. 
@ To err is human, but when the 
eraser wears out before the pencil, 
beware.—Selected. 


@ Credit unions improve character by 
removing the pressure of poverty and 
providing a means of grasping oppor- 
tunity.—Quotes. ° 

- @ Deferred action means deferred 
prosperity. 

@ Without work, no amount of talent, 
no amount of influence will carry a 


man very far in this world.—Cardinal 
Gibbons. 


@ Every time you get discouraged, re- 
member how long they train a horse or 
a prize fighter or a tennis champion 
for a big test. 

@ If a man does not make new ac- 
quaintances as he advances through 
life, he will soon find himself left 
alone. A man, Sir, should keep his 


friendship in constant repair —Samuel 
Johnson. 


@ Proof—The man who is worthy of 
being a leader of men will never com- 
plain of the stupidity of his helpers, of 
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the ingratitude of mankind or of the 
inappreciation of the public. These 
things are all a part of the great game 
of life, and to meet them and not go 
down before them in discouragement 
and defeat, is the final proof of power. 
@ Thrift requires us to deny our- 
selves, but not to abstain from proper 
enjoyment. It provides many honest 
pleasures, of which thriftlessness and 
extravagance deprives us.—S. Smile. 
@ People do not save unless trained 
in good habits. 


-1.€.- 


“Interest Only” 

Over $100,000.00 loaned to members 
during March. The past month was 
the biggest month in our history in 
servicing our members with consumer 
goods and other types of loans. A 
goodly portion of the loans were for 
auto financing, proving that our “In- 
terest Only” charge is finding favor 
with our members. No rebates, kick- 





backs, service charges, forced auto in- 
surance in our auto financing plan. 
You should investigate before you de- 
cide who is going to make a profit out 
of your financing. If you use the 
DNICU, you and your fellow-workers 
will make the profit. 


—1.e.— 





The Thing To Do 


is to be at the right place at the right 
time. That is what credit union 
savings or loans will help you do. 

See your treasurer every payday. 


(Mats available see page 12) 
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FE 
LOAN SHARK 


Description: He comes in countless die- 
guises, He might be almost 
any man you meet. Watch for 
that glint in his eye. 

Bote Well: He's dangerous, Don't go H 
near hin! 

Tf you sce him, or if you want a LOAN 

yourself: Notify your Credit Union 

Treasurer promptly., 








[Here's an Indian maiden who is wondering where her next BU 

is coming from! If you are in similar circumstances and need 
some money to tide you over for a short period, get a CREDIT 
UNTON LOAN, $300.00 can be repaid in twenty monthly payments 


of only $15.00 each plus interest. 


DON'T BORROW UNNECESSARILY BUT IF YOU DO 
NEED HONEY GET IT PROM YOUR CREDIT UNION 
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More Publicity Demand 


THE DEMAND for promotional materials 
featuring the Credit Union centennial 
(see THe Brince, March 1948, page 
23) have far exceeded what were 
thought to be generous expectations, 
reports B. F. Beales, manager of Cuna 
Supply Co-operative. 

The Centennial Post and the Cen- 
tennial Leaflet went into their second 
printings early in the year. These will 
bring the total run of the posters to 
9500: of the leaflet to 20,000. (See 
Tue Brince, April 1948, page 21.) 

Since 1,000,000 of the Centennial 
Stamps (2,000 rolls of 500) were 
printed, the need for a second run 
will probably not develop, although 
even that is possible. (See Tue Brince, 
April 1948, page 5.) 


Prestige Value 

The generous use of these centen- 
nial materials shows that Credit 
Unions recognize the value of stress- 
ing the prestige Credit Unions enjoy, 
if their Credit Unions are to make 
the maximum impression on their 
members and potential members. 

Prestige does add an _ attractive 
value to an object or service or per- 
son. The celebration of the Credit 
Union centennial this year is “pres- 
tige” promotion. An organization that 
has stood the test of 100 years of trial 


has merit. That fact helps it get a 
sympathetic hearing and even “sells” 
many individuals without much fur- 
ther ado. If . if that fact is made 
known. 


Centennial Promotion Items 

Centennial Poster, 1012 by 14 inches, 
5 cents each less member discount in 
U.S. A. 

Centennial Stamps. The stamps at- 
tract attention when used on pass- 
book, circulars, and other appropriate 
items. It is the cumulative use of these 
that makes them most effective. They 
sell for 50 cents per roll of 500, less 
member discount in U.S. A. 

Centennial Pamphlet. A special is- 
sue of the pamphlet “The Credit Un- 
ion’s Place in History,” by Thomas W. 
Doig, Cuna managing director is a 
heavy demand item. (See ad in the 
April Brince, page 21.) 


Other Prestige Items 

“The Next Two Steps,” by R. D. 
Zevin, president World Publishing 
Company; 

“The Credit Union—An Employer’s 
Observation,” by Gail E. Spain, vice 
president Caterpillar Tractor Com- 
pany. Ed 44, four-page leaflet; 

“Three Million Amateur Bankers,” 
reprint from Reader’s Digest. Four- 
page leaflet; 

“Leo XIII and Credit Unions,” by 
Bishop Aloisius J. Muench; 


“Slaying the Debt Dragon,” 
from True Story Magazine; 

“The Credit Union Provides a Safe 
Landing”; 
are also popular items as indicated by 
sales. (See listings of above items in 
Tue Brince for April 1948 and in Oper- 
ating Aids for May, page 18). 


$94.75 Bond Saving 


A Nortu Daxora Credit Union saved 
$94.75 because there is more than one 
way to buy bond, burglary and rob- 
bery coverage. 

On request for $8,000 of burglary 
and robbery coverage in addition to 
the faithful performance coverage at 
a cost of $178, the Cuna Insurance 
Research Division recommended a 
blanket bond No. 23 for $8,000 at cost 
of $83.25. 

In addition to $8,000 burglary and 
robbery protection, the blanket bond 
covers all Credit Union officers, and 
others designated to handle funds by 
the board of directors, or property 
in the offices of attorneys-at-law of 
the insured, damage except by fire to 
furnishings and fixtures. 

By furnishing the Cuna Insurance 
Research Division your assets as of 
the last December 31 and your present 
bond coverage—they will gladly check 
for protection adequacy and saving 
in cost. 


reprint 


Dunne’s Rates Cuna Mutual A* (Excellent) 


Dunne’s, the largest policy reporting service in the world, 
gives A (Excellent) rating to the Cuna Mutual Insurance 


HISTOR Y—" Cuna Mutual Insurar 
Society wa porated May 20, 1935 under 
the laws of the State of Wisconsin. It has 
experienced 13 years of successful operation 


The management has always stressed strength 
and reliability rather than rapid growth. 
f the So 


Operation ciety extend into 13 





States, the Territory of Hawaii and the Do- 
yn of Canada. Administration and fi- 
nances are subject to supervision by the 
Insurance Departments and regular exami- 
re made. The last such examination 
was conducted in 1943 
Membership restricted to the organized 
credit union movement and the major part 
of t I ts of insuring credit 
unior against | incident to the death or 
total and perma lisability of borrowing 
members 
FINANCE—The r irces of this Society 
at December 31, 1947, totaled $1,617,654, an 
a $423,315 for the year. 
C 1 was $230,261, U. S. G r ynd 
875163 and ier high- i | ] and 
rporate | 1s $370,194 
LIQUIDITY—An important consideration 
n insurar fir In t is liquid- 
5 q K availa ty vital funds to 
meet possible emergenci This Society's 
cash, plus securities that are convertible im- 
m diately to cash, totaled $1,352,088, equal to 
34°% of its assets. The liquid position is ex- 


lent, and affords a mea 


ure of the Society’s 
ability to discharge its obligations in a regu- 


ler ‘ 1% r th o ‘ " with 
wa ana to cope wilh conungencies With- 


rifice of investment values 
OTHER ASSETS—Prime first mortgag 
real estate totaled $99,238. Policy 
loans amounted to $2,449, and miscellaneou 
assets were $163,879 

« CLAIMS—The Society bears the reputation 
of paying its just claims promptly and fairly 
As of the 


claims due and unpaid. For claims in process 


t undue sat 


loans on 


close of the year there were no 
of settlement, or awaiting necessary proofs, 
and estimated claims, a reserve of $230,000 
et aside. 

OTHER RESERVES—The legal reserve 
maintained to mature policy contracts as they 
Additional re- 
served obligations included: Taxes, $17,500; 
p nid before due dates $21,559, and 
sundry items $239,522. 

SOLVENCY—After setting aside specific 
amounts to cover all of its obligations, known 


was 


become due was $521,202. 


or expected, the Society he]d $587,871 sur- 
plus funds for the extra protection of its 
policyholders. Surplus increased $51,658 or 
10% during the year, an excellent perform- 
ince. A ¢ rison of the Society's cash and 
investments with its total obligations shows 
that it has assets of $157.09 for every $100 of 


liabilities. This is a very favorable margin of 
safety, being greatly in excess of the average 
for large, long-established Life insurance 
institutions, 

INCOME-OUTGO—Total 1947 income was 
$1,410,854. Benefits paid, plus the expense of 


Society in its January 1, 1948 Policyholders rating. Below 
is a reproduction from the report issued by Dunne’s: 


doing business amounted to $1,041,490. The @ 
ratio of income to disbursements was 135.46%, 
meaning that the Society took in $135.46 for 


every $100 that it paid out. The balance, or 


excess income, either was credited to policy- 
holders’ savings or passed to surplus for their 
additional protection. 

INSURANCE—New paid-for insurance is- 
sued during 1947 amounts d to $65,904,024 an 
increase of 42% over the preceding year’s 
Total “insurance in force was 
$190,201,789, a gain for the year of $60,569,438 
or 47%. ? 

MANAGEMENT—The Officers of the So- 
ciety have had long and successful experience 
in insurance and finance. They are of high 
personal integrity and are conducting the 
affairs of the Society in the best interests of 
its members. “The financial soundness of the 
institution is testimony to the ability of its 
management. 

OFFICERS—President, Joseph S. De- 
Ramus; Vice President, W. W. Pratt; Secre- 
tary, G. P. Farr; Treasurer, Harry C. Lash; 
Managing Director, Thomas W. Doig; Comp- 
troller, C. G. Hyland. 

RECOMMENDATION—Based on the fore- 
going analysis of its condition and affairs as 
at December 31, 1947, and appraisal of its 
management, we conclude that the Cuna 
Mutual Insurance Society of Madison, Wis- 
consin, is worthy of public confidence, and so 
recommend it. 

RATING—Our Policyholders’ Rating of 
this Company as of January 1, 1948 is A+ 
(Excellent). 


issue, 








So You Don’t 


Want To Pay 


Insurance Premiums All Your Life 


PRESUME from that statement, 

Bill, you desire to pay your life 

insurance premiums for a limited 
number of years; say twenty, during 
which time your earning capacity is 
at a high level, and then receive a 
paid-up policy for life. That’s a good 
idea but quite often we falsely think 
of Limited Payment Life policies, such 
as Twenty Pay Life, as being the sole 
answer to the problem. 


You know, Bill, I wonder if we fully 
realize how lucky we are being credit 
union members. Do you know that the 
organized credit union movement has 
its own life insurance company, the 
CUNA Mutual Insurance Society, 
which provides credit union members 
with the proper types of life insurance 
contracts assuring them the maximum 
amount of protection at the lowest 
possible cost? CUNA Mutual does not 
write Limited Payment or Endowment 
policies—but they do write what could 
well be called an Extra-Ordinary Life 
policy containing all the advantages 
of Limited Payment and Endowment 
policies PLUS a greater amount of 
insurance protection during the pre- 
mium paying period and at a favorable 
premium cost comparison. 


Yes, I know that’s hard to believe, 
but here is how it works. You are 
about 35 years old, aren’t you, Bill? 
For your age, the premium for the 
average Twenty Pay Life Policy per 
$1,000 is around $38 a year. After 
twenty years of premium payments 
totaling $760, you receive a $1,000 
paid-up policy for life. 


Extra-Ordinary Life Protection 


Now let’s see how that compares 
with CUNA Mutual’s Extra-Ordinary 
Life contract. For a slightly lower an- 
nual premium, $37.47 to be exact, you 
could purchase not $1,000, but $1,776 
of life insurance protection and at the 
end of twenty years you could stop 
making premium payments and re- 
ceive a $1,000 paid-up policy for life. 


So you see, Bill, under CUNA 
Mutual’s Extra-Ordinary Life con- 
tract, you will have had $776 more 
insurance protection during the twenty 
year period at a lower premium cost 
and yet at the end of twenty years 
have $1,000 of permanent life insur- 
ance protection without further pre- 
mium payments. 

Now let’s suppose, Bill, that you 
wish to have $1,000 cash at the end of 
the twenty year period. A Twenty 
Year Endowment for $1,000 purchased 
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from the average commercial insur- 
ance company at your insurable age 
of 35 would carry an annual premium 
of about $51. Thus, for twenty annual 
premiums of $51 or a total of $1,020, 
you would have $1,000 of life insur- 
ance for twenty years, and at the end 
of that time your policy would have a 
$1,000 cash value which would be paid 
to you as an endowment. 

Let us see what can be done with 
CUNA Mutual’s Extra-Ordinary Life 
Insurance Policy. You may purchase 
from CUNA Mutual $2,829 of Ordinary 
Life Insurance at an annual premium 
cost of $59.89. This policy will have a 
$1,000 cash value at the end of twenty 
years which may be withdrawn upon 
request as an endowment. Your pre- 
mium cost with CUNA Mutual would 
be approximately the same for which 
you have almost three times as much 
insurance protection for the twenty 
year period yet reach your objective 
of $1,000 cash at the end of twenty 
years. 

CUNA Mutual applies the highest 
credit union ideals to life insurance 
planning. Why not write CUNA Mu- 
tual today using the attached post 
card? They will be happy to suggest 
a life insurance program to best meet 
the insurable needs of you and your 
family. 


Amount of Insurance Amount of Insurance 





Te Guarantee To Guarantee Annual 
$1,000 Psid-Upin Annual $1,000 Cash in Premium 
20 Years ium Age 20 Years 
$1,980 $27.27 20 $4,202 357.36 
1,969 27.37 21 4,087 $7.22 
1,933 28.05 22 3,975 57.08 
1,938 286.55 23 3,867 56.96 
1,923 29.08 24 3,763 36.90 
1,912 29.69 25 3,662 36.87 
1,898 30.31 26 3,365 36.93 
1,883 30.92 27 3.471 36.99 
1,869 31.60 24 3,378 37.12 
1,855 32.31 29 3,293 37.36 
1,842 33.08 30 3,208 37.62 
1,828 33.87 31 3,126 37.92 
1,615 34.72 32 3,048 38.31 
1,602 33.63 33 2,972 38.76 
1,789 36.59 34 2,899 39.28 
1,776 37.60 35 2,829 39.89 
1,764 38.68 36 2,761 60.55 
1,731 39.80 37 2,695 61.26 
1,739 41.01 38 2,632 62.06 
1,724 42.20 39 2,372 62.96 
1,712 43.54 40 2,514 63.93 
1,701 44.96 41 2,458 64.96 
1,689 46.43 42 2,404 66.09 
1,678 4801 43 2,352 67.29 
1,664 49.59 44 2,302 68.60 
1,633 31.33 45 2,255 70.02 
1,642 33.17 46 2,309 71.33 
1,631 33.10 47 2,165 73.13 
1,621 37.17 48 2,123 74.88 
1,610 39.31 49 2,083 76.74 
1,397 61.20 30 2.044 78.33 





Disability Premium wetwes, Available—For 
Additional Smal! Premium 


RATES AND AMOUNTS o- py ponaece 
by 3 i 000 CASH _ IN 30 WEARS, AT AGE 
; OR AT AGE 65, ARE AVAILABLE 
ON REQUEST 


Want A Crowd? 


WANT TO KNOW How to get a large 
crowd together and get them credit 
union conscious? Well we, The Green 
Bay Route Credit Union discovered a 
way. When the Smelt were running 
at their peak, we held a fish fry. The 


results were much greater than we 
anticipated. Three hundred people 
were served and eight new members 
taken in during the course of the eve- 
ning. Maybe eight new members 
doesn’t sound like many from such a 
large crowd, but think of all the “good 
will” we spread. It was inexpensive 
and a lot of fun.—E. K. Barras, Green 
Bay Route Credit Union. 





Here’s 
THE 


PENCIL! 


It writes 





well is it 


looks, and it looks like a 


million dollars "pocket 


"’ lin 
ievel Clik 


band and tip in 


gleaming gold finish; cap, 


barrel and finger grip in 


dubbonet-red plastic. It's 
an Autopoint, Model] 168 
for Real Thin leads; price 


is $1.75 net in U.S.A. 


Order from your 
credit union league or 


CUNA SUPPLY 
COOPERATIVE 


(See coupon below) 


ecccccce:eccees, Order Form ccccescccssevess 


CUNA SUPPLY COOPERATIVE, 
MADISON 1, WISCONSIN 


Please send as described above. 


Autopoint Pencils 
@ $1.75 net $ 


Adare 


City 


State 
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HE 117 new credit unions re- 
i ported by 35 leagues during 
April not only brightened the 
lives of many thousand people, it also 
gave a distinct rosy color to our organ- 
ization statistics in several respects. 
The first four months of 1948 have 
‘recorded a total of 297 new credit 
unions as compared with 216 for the 
same months a year ago. Leading 
leagues for this period are: Illinois 
with 29; California with 26; New York 
with 18; Ontario with 17 and Pennsyl- 
vania with 16. Seven leagues still 
remain among the exclusive group 
reporting one or more each month. 
California, New York, Ohio, Pennsyl- 
vania, Texas, Wisconsin and Ontario 
can finish out the year in this category. 
Puerto Rico reported the greatest 
number during April, with 11. New- 
foundland was next with 9. California 
and Minnesota tied with 8 each. New 
York, Illinois, Saskatchewan and On- 
tario tied with 7 each. The total of 
117 for April is 25 greater than the 
total for March and 44 greater than 
in April last year. This is the first 
time since September, 1941, we have 
exceeded 100 in one month. 


1,000 New Credit Union Drive 

The April total gave a nice boost for 
the final month of the 1,000 New Credit 
Union Drive. Total for the twelve 
months of this drive was 634 as com- 
pared with 566 for the previous drive. 
We were considerably short of our 
goal but the increase over last year 
is at least a ray of sunshine. The result 
of organization work is cumulative 
and we should be able to reach or 


exceed the 1,000 goal during.the next ° 


twelve months. Sixteen leagues 
achieved 90% or more of their quotas 
as follows: 


Credit Unions Percent 
Organized of Quota 
Puerto Rico «aa 160 
Tennessee .. aca 140 
California ... .. 50 119 
Ontario ..... —— 117 
Pennsylvania ..... 40 114 
Manitoba ...... —— 108 
North Carolina ... 21 : 105 
Newfoundland .... 10 100* 
ee 10 100 
Kentucky ........ 10 100 
18 


More Than 100 New 
Credit Unions in April 


By W. B. Tenney 


Assistant Director of Organization 


North Dakota .... 3 100 
ee 1 100 
Philippine Islands. 1 100* 
BRERA Reon 28 93 
0 Ee rere 14 93 
NOR yin chiacrads 46 92 


*Since Newfoundland and Philippine 
Islands were not assigned a specific 
quota it is impossible to properly 
portray their accomplishments. 


The Southern District led the way 
again this year although the Eastern 
District was in close pursuit right up 
to the final week. Standings of the 
Districts as of April 30 are as follows: 


Quota Organized Percent 


Southern ..... 150 132 88 
Eastern ...... 150 112 75 
Canadian 150 100 67 
Western ...... 125 80 64 
0. ae 150 94 63 
Northeastern. .125 66 53 
Midwestern ..150 50 33 


Totals and quotas of leagues, with 
quotas in parenthesis, are as follows: 
CANADIAN DISTRICT 

Alberta (16) 7; British Columbia 
(20) 9; Manitoba (12) 13; New Bruns- 


wick (5) 2; Newfoundland (0) 10; 


Nova Scotia (30) 2; Ontario (35) 41; 
Prince Edward Island (5) 0; Quebec 
(5) 2; Saskatchewan (22) 14. 
NORTHEASTERN DISTRICT 
Connecticut (30) 20; Maine (10) 0; 
Massachusetts (20) 10; New Hamp- 
shire (5) 0; New York (35) 29; Rhode 
Island (15) 2; Vermont (10) 5. 


EASTERN DISTRICT 
Delaware (5) 0; District of Colum- 
bia (15) 11; Maryland (15) 5; New 
Jersey (25) 12; Ohio (30) 28; Penn- 
sylvania (35) 40; Virginia (15) 9; West 
Virginia (10) 7. 
CENTRAL DISTRICT 
Illinois (50) 46; Indiana (25) 11: 
Michigan (35) 19; Wisconsin (40) 18. 
MIDWESTERN DIsTRICT ¢ 
Iowa (27) 7; Kansas (17) 12; Min- 
nesota (35) 14; Missouri (52) 10; 
Nebraska (13) 2; North Dakota (3) 3; 
South Dakota (3) 2. 
SOUTHERN DIsTRICT 
Alabama (10) 6; Arkansas (3) 2; 


British South America (6) 4; British 
West Indies (4) 0; Canal Zone (1) 0; 
Florida (15) 14; Georgia (10) 10; 
Kentucky (10) 10; Louisiana (10) 8; 
Mississippi (3) 2; North Carolina (20) 
21; Oklahoma (10) 4; Puerto Rico 
(10) 16; South Carolina (3) 1; Ten- 
nessee (10) 14; Texas (25) 20. 


WESTERN DISTRICT 
Arizona (2) 1; California (42) 50; 
Colorado (13) 8; Hawaii (11) 4; Idaho 
(3) 1; Montana (7) 2; Nevada (1) 1; 
New Mexico (3) 2; Oregon (10) 5; 
Philippine Islands (0) 1; Utah (5) 1; 
Washington (26) 4; Wyoming (2) 0. 


Volunteer Organizers’ Contest 

One additional entry in the Volun- 
teer Organizers’ Contest was received 
during April. Wilbur M. Richards of 
Toledo, Ohio, reports two new credit 
unions with his entry. Names of con- 
testants and totals reported to April 
30 are as follows: 


Wilber M. Richards, Ohio... 2 
Frank M. Keinz, New York. . 1 
Hugh G. Stout, Oregon..... no report 


This contest extends over a 12- 
month period from March 1, 1948, to 
February 28, 1949. The prize offered 
is a $100 savings bond. Now is the time 
to enter and get an early start toward 
the prize. Don’t wait until you get a 
group organized—enter now and then 
start contacting potential groups. 

Send a letter to Mr. T. W. Doig, 
Credit Union National Association, 
Madison 1, Wisconsin, stating your 
intention of entering the contest. 

Soon after the organization of each 
credit union advise Mr. Doig of that 
fact. 

On or before March 31, 1949 (next 
year), send Mr. Doig a complete list 
of all credit unions you have organ- 
ized during the contest period. 


Good Service Helps 


To Cuna Mutua t: This will acknowl- 
edge receiving your checks. ... At 
this time permit me to thank you for 
your co-operation. It is speed like this 
that gives us a chance to get new 
members.—J. A. Kasancers, Treas- 
urer, Sixth Division C. F. D. Credit 


Union. 











Build Your Credit Union 


and your credit to meet the critical and ordinary needs 


Use the Cuna Automobile 
Insurance Program 


—To provide better protection thru assurance of 
claims payments and availability of coverage. 
—To reduce the net cost to the member. 

—To build the value of your credit union to the 


member and increase the automobile loan volume. 


For further information write Cuna or 
our Credit Union Insurance Department. 











MPLOvERS 
het 


of Wausau 





Employers Mutual Liability Insurance Company of Wisconsin 
Home Office: Weuseu, Wisconsin 
Credit Union Ineurence Department: Appleton, Wisconsin 
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Once Upon A Time 





20 Years Ago in Bridge 
q@ Mr. Vickory of Alabama organized 
25 credit unions the past two months 
in that state 


q@ Eight 


new 


than 20 
each, organized 
during the Expansion Month drive. 


States report 


unions 


more 
credit 


@ Plans to organize state leagues in 
September of 1928 announced. 

q@ Glenn C. Decker presents to the 
Massachusetts Credit Union League 
the idea of credit union chapters to a 
greater advantage of the league office 
and group experience. 


10 Years Ago in Bridge 
@ Eleven credit unions among bank 
employees under federal charter an- 
nounced. 
@ Sixty-two charters 
issued the previous month. 
@ Morris Meany of Casper, Wyoming, 
was the first contributor to the Filene 
Memorial 
@ Voted: by the Credit Union Na- 
tional Association “To erect a suitable 
memorial to Edward A. Filene 
That said memorial shall take the form 
of a permanent and suitable building 
the and its af- 


federal were 


to house Association 


tiliates 


5 Years Ago in Bridge 
«sR. A. West 


Was announced as 
Cuna’s fifth president. 
q@ Jerry Voorhis addresses the Na- 


tional Board of Directors of Cuna. 

q@ A. B. MacDonald was first Cana- 
dian elected to the Executive Commit- 
tee. 

@ N.A.M.D. elect first set of officers 
Joseph S. DeRamus, president; Herb 
Vetter, Ist vice-president; Marjerie 
Hill, 2nd vice-president; Louise Mc- 
Carren, James M. Barry, 
secretary. 

« A National Membership Drive was 
voted 

@ Edward L. Shanney was elected 
president of Cuna Mutual Insurance 
Society 


Keeping The Office Open 


THe SUMMER SEASON brings to the 
agenda for the board of directors the 
question of providing an assistant dur- 


treasurer: 
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ing the treasurer's vacation. It is a 
member’s advantage to have continued 
service. 

Another responsibility of the direc- 
tors is to see that the minutes desig- 
nate the persons to handle funds in 
the absence of the treasurer: 


Credit Union Course 


Boston CouLvece recently announced a 
six weeks course on credit union prin- 
ciples and techniques. The course is 
from June 28 to August 7 at Chestnut 
Hill, Massachusetts. 

Father John Peter Sullivan, S. J., 
will direct the course. Father Sullivan 
is president of the Jamaica Credit 
Union League and leader in organiza- 
tion and training work in the Car- 
ribbean countries. 





Founders Club 


New Members 

Since our last report the following 
new members have been admitted to 
the Founders’ Club: 

Max Lyles, Springfield Postal Em- 
ployees Credit Union, Springfield, 
Missouri. 

Robert Seay, Missouri State Credit 
Union, St. Louis, Missouri. 

Christian Harstad, Fergus Falls 
Co-op Federal Credit Union, Fergus 
Falls, Minnesota. 

Mary Meehan, Harrisburg Teachers 
Federal Credit Union, Harrisburg, 
Pennsylvania. 

Edward Seery, Chase Metal Works 
Employees Federal Credit Union, 
Waterville, Connecticut. 

Ralph Rice, Bassick Employees Fed- 
eral Credit Union, Bridgeport, Con- 
necticut. 

Ed Milldrum, San Joaquin County 
Grange Credit Union, Escalon, Cali- 
fornia. ; 

Lloyd L. Harris, Powell 
Union, Emeryville, California. 

Edwin Lenox, Los Angeles County 
Employees Federal Credit Union No. 
1, Los Angeles, California. 


Credit 


Joseph O’Meara, Lourdes Parish 
Credit Union, Toronto, Ontario. 

H. Patterson, Dundas Neighborhood 
Credit Union, Dundas, Ontario. 

Ernest W. Sharpe, Canco Employees 
(Hamilton) Credit Union, Hamilton, 
Ontario. 

D. Davis, Steel Company of Canada 
Credit Union, Hamilton, Ontario. 

A. W. Jordan, Western Union Em- 


ployees Credit Union, Des Moines, 
lowa. 
Earl Kindig, Collins Employees 
Credit Union, Cedar Rapids, Iowa. 
Frank M. Keinz, Utica Gas and 
Electric Employees Federal Credit 


Union, Utica, New York. 





F. L. Andrews 


New Managing Director of Florida 


F. L. ANDREWS in accepting the posi- 
tion as managing director of the 
Florida Credit Union League, brings 
15 years experience as a volunteer 
worker in credit union, league, and 
CUNA work. He began as treasurer of 
the Jacksonville Firemen’s Credit 
Union in 1933 which was organized 
with the assistance of Claude Orchard. 

Organizing credit union interested 
Mr. Andrews as soon as his own credit 
union was functioning. He has organ- 
ized more than 2 credit unions per 
year on an average during the past 15 
years, and has assisted in the forma- 
tion of as many more. 

Mr. Andrews was instrumental in 
the formation of the Florida Credit 
Union League and became its first 
president in 1935. He served as the 
CUNA national director from Florida 
from 1939 to 1943; as a member of the 
Executive Committee of CUNA in 
1942; as director of the CUNA Mutual 
Insurance Society board of directors 
in 1943; and has served on the CUNA 
budget, dues, resolution, and Tue 
BripGeE—committees. 


BRIDGE 











Only the National UNIT 


System gives such swift 





The National UNIT System gives 
the fastest possible direct teller-to- I 

member service. It permits any LEDGER CARDS 
transaction to be handled at any — — ;, 
window. It posts all records simul- 
taneously, and at a single operation. And with- 
drawals and/or loans are handled as swiftly as 
share-payments. 


By bringing together the member, the teller, and 
all necessary records, the National UNIT System «4 [ ese 


enables you to handle a transaction in about 











30 seconds, or less! 


About 15 seconds for the teller to take the advantages 


member’s receipt folder and share-payment: 

count, verify, and place the money in the cash 

CHEE. + « 1. No duplication of posting 
About 8 seconds to locate and pull the member's 2. No posting to wrong account 
ledger card... 


3. No wait for balance verifi- 


About 7 seconds at the National Posting Ma- cation 

chine, in which the interest is posted to date... 4. No request needed for entry 
amount of share-payment is posted .. . balance of interest 

is computed and printed . .. date is entered and é y 

teller identified ... amount is added in 5. No wait for interest 


individual teller’s activity counter — all 
in one automatic, simultaneous oper- 
ation, posting member's receipt folder, 


. No bookkeepers needed 


N @® 


. No bookkeeping space 


ledger card, and journal! Amounts, CASH REGISTERS * ADDING MACHINES needed 
transactions, and journal are locked in ACCOUNTING MACHIMES 8. No looking for receipt folder 
the machine, under control of the treasur- differences 


er, or other authorized person. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO. 
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A New Budget Plan 


(Continued from page 9) 

were treated alike. Everything had to 
fit a strict category, with so much 
money allocated for this expenditure, 
so much for that. The new approach 
takes confusion out of distributing in- 
come. You simply take first things 
first. You buy the things you need 
and then, if there’s anything left, you 
think about luxuries and fun. 

6. Buying things you want. No 
budget will work unless you and other 
members of the family feel that it is 
helping you to get things you want. 
The first move toward guaranteeing 
family happiness is to give each person 
an allowance. The amounts will vary, 
of course—it’s up to the family as a 
group to decide how much each person 
should receive. But once the money 
has been allocated, there should be no 
accounting required. This is money 
with which the individual can be as 
extravagant or as thrifty as he wants. 

You'll find that with sensible allow- 
ances for everybody your whole 
spending plan will work a lot better. 
And if it develops that you have to 
tighten up expenditures elsewhere, the 
personal allowance is a valuable safety 
valve that somehow makes the other 
spending controls seem easier. 

Financial advisers are constantly 
shocked by the large number of people 
who can afford things they want and 
yet don’t seem to be getting them. 
Typical is the family in which the hus- 
band wanted tools for his home work- 
shop, the wife wanted photographic 
equipment, and the son wanted a por- 
table radio-phonograph. 

When they set up a budget, they 
found they had been letting their 
money dribble away for little things 
that gave them no real satisfaction. 
But once they allocated funds for long- 
range objectives, they were able to 
buy the things they wanted most. 

What do you want? 
A vacation trip? A musical instru- 
ment? A summer cabin? If the goal 
is within reason, as far as your income 
is concerned, you can achieve it by 
adopting a sound and practical budget 
program. 

Well, you say, all this budget talk 
sounds pretty wonderful. But does it 
always work out that way? Not neces- 
sarily. The budget experts are realistic 
enough to know that money problems 
are not easy in these inflationary days. 
But one top authority adds: “If there’s 
ever been a time when people needed 
to review their spending, it’s right 
now. If everyone had a better picture 
of his own private finances, there 
would be a lot less chance that we'd 
ever head into another depression.” 





A new car? 


Even if you're one of the fortunates 
who have an adequate income, few 
debts and simple wants, there may 
come a time when your budget fails to 
satisfy. If that happens, try a new 
one, for budgets, like everything else, 
get out of date. Your needs change. 
Your children grow up. You make 
new discoveries about what you really 
want from life. 

Perhaps you will face a situation 
like that which confronted a New York 
couple. They decided to give up their 
attractive suburban home and move to 
a city apartment so that they could 
have something they wanted even 
more—a gayer social life, with theaters 
and other entertainments. 

The budget expert they consulted 
said theirs was a wise choice. Their 
children had grown up and they had 
no responsibilities except to them- 
selves. After all, what good is money 
—with or without a budget—unless 
you use it in the ways that make you 
happiest? 


Operating Aids 


@ Story of a Savings Account, Ed 18 
at 38c per hundred less member dis- 
count in U.S.A. 


@ Power of 50c, Ed 18 at $1.20 per 
hundred less member discount in 
U.S.A. 


@ A Handful of Change, Ed 50, ai 
$1.00 per hundred less member dis- 
count in U.S.A. (See Tue Bnruipce. 
March 1948, page 17). 


@ Save from the Top of the Pile, Ed 
51 at $1.00 per hundred less member 
discount in U.S.A. 


@ Posters 618, 617, 605, 610, and Cen- 
tennial 637, at 5c each less the member 
discount in U.S.A. (See Tue Brince, 
March 1948, page 16). 


@ Inserts 605A, 610A, at 35c per hun- 
dred less member discount in U.S.A. 
(See THe Brince, March 1948, page 
16). 


@ “Welcome, The Door Is Open,” Ed 
48, New leaflet (See THe Brince, May 
1948, page 23), $1.05 per 100 less mem- 
ber discount in U.S.A. 


q@ “How to Finance Your Automo- 
bile,” Ed 49, New leaflet (See Tue 
Brince, May 1948, page 23), $1.10 per 
100 less member discount in U.S.A. 





= 
Character is the capacity to con- | 
duct one's self with restraint in 
time of prosperity and with cour- 
age and tenacity when things do 
not go well. 

JAMES V. FORRESTAL | 
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@ Free— Dunne’s 1948 Report on 
Cuna Mutual Insurance Society with 
A+ (Excellent) Rating from Cuna 
Mutual Insurance Society, P.O. Box 
391, Madison 1, Wisconsin. 


@ Free—Your Cred.t Union Has Loan 
Protection Insurance. A 3 x 5 inch 
insert, number LP4, explaining the 
AA Loan Protecticn coverage for the 
member, from Cuna Mutual Insurance 
Society, P.O. Box 391, Madison 1, Wis- 


consin. 


Better Bond Coverage 


RecentLy a Credit Union which did 
not carry its coverage through Cuna 
Insurance Research Division suffered 
a loss when a treasurer collected 
money after dismissal by the Credit 
Union. 

Had the Credit Union had its cov- 
erage through Cuna and notified its 
members of such change within 15 
days, the Credit Union would have 
been protected. 


Coming Events 


June 11-12—Credit Union Federa- 
tion of Saskatchewan annual meeting, 
Bessborough Hotel, Saskatoon. 

June 18-19 — Washington Credit 
Union League annual meeting, Desert 
Hotel, Spokane. 

June 25-26-27 — British Columbia 
Credit Union League annual meeting. 
Empress Hotel, Victoria. 

July 9-10—Nova Scotia Credit 
Union League annual meeting, Syd- 
ney. 

November 19-20-21 Missouri 
Credit Union League annual meeting 


What, Oh What To Do 


@ Make a deposit in your credit union 
every pay day, whether wages or sal- 
ary, cream or milk check, crop or live- 
stock. 


@ Give special impetus to savings in 
the credit union. Prepare a rapid fire 
series of public address announce- 
ments, posters, leaflets on saving. 


@. Suggest vacation loans for a rest 
and self-improvement. Encourage ad- 
vancement by meeting other people 
and observing new scenery. 


q@ Let your members know about 100 
years of credit union advancement. 
Put a centennial stamp on their pass 
books and on leaflets and watch them 
note the fact. 


@ Be informed on the Cuna Automo- 
bile Insurance program, and bring the 
advantages of this program to more 
members. 


@ Plan the summer picnic, fish fry, 
excursion or dance. 
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CUNADEX- - THE ypr0ved SYSTEM 


OF VISIBLE RECORD-KEEPING FOR CREDIT UNIONS 





OUR MEMBER-USERS SAY: 


“It’s a Great Time-Saver” 
“Cunadex is a Great Convenience over the old way” 


“We Had No Difficulty Changing over to Cunadex” 





GUNADEX SAVES: 


—the members waiting for service 
—the treasurer 

—the auditing committee 

—the supervising examiner 


at least 50 percent of posting and reference time 








| STILL AT BOTTOM PRICES | 


Write or wire for complete information and quotation, advising present and 
potential membership to your credit union league if it handles supplies—or 





CUNA SUPPLY COOPERATIVE 


MADISON 1, WISCONSIN 
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Watch Out 
f THe Kips! 


Drive carefully...Be cautious...the Kids are 

loose. They'll be swimming, playing ball, cruising 
about on their bikes and just tearing 

around generally, expending all that energy they've 
stored up through these past school months. Let's 
BE CAREFUL...Let’s SAVE OUR KIDS. 


ad Watch Out 


FOR YOUR OWN LIFE 


CUNA MUTUAL 


CUNA Mutual has been created for Credit Union members which 

has made it possible for you to provide for your family maximum protection 
for your insurance dollar. “Watch Out” for your own life by using the 
services and experience of your home office. See your 

Credit Union Treasurer for particulars or write CUNA Mutual. 


It is your Company... USE IT! 


CUNA MUTUAL INSURANCE SOCIETY 


HOME OFFICE: P. O. BOX 391, MADISON 1, WIS. CANADIAN OFFICE: P. O. BOX 65, HAMILTON, ONTARIO 
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